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MULTIPLE CHOICE  
1.1 Marketing is _____. 
a)   The same as advertising and sales 
b)   Not used by small corporations 
c)   About satisfying customer needs 
d)   Making a profit 
e)  None of the above 
1.2 Tkillerhe most basic concept underlying marketing is that of _____. 
a)   Profits 
b)   Products 
c)   Human needs 
d)   Services 
e) None of the above  
1.3 The art and science of selecting target markets and developing profitable 
relationships with those markets is called marketing _____. 
a)   Profiles 
b)   Maneuvers 
c)   Selection 
d)   Management 
e) All of the above 
1.4 Which marketing philosophy purports that achieving corporate goals 
depends on knowing the needs/wants of your markets and delivering the 
desired satisfactions better than your competitors? 





a)  Production concept 
b)   Product concept 
c)   Selling concept  
d)   Marketing concept 
e) None of the above 
1.5 To build lasting customer relationships, organizations should focus on 
delivering _____ and _____. 
a)  High quality products; low prices 
b)   Customer value; customer satisfaction 
c)   Customer satisfaction; customer growth 
d)   Customer value; high profits 
e) All of the above  
1.6 The set of benefits/values a company promises to its customers is called 
_______. 
a) Value proposition 
b) Advertising 
c) Supply and demand 
d) Production concept 
e) None of the above  
1.7 Companies that research current customers, gather new product ideas, and 
test purposed product improvements are ________. 
a)  Profit-driven 
b) Customer-driven 
c) Sales-driven 






e) All of the above  
1.8 Human welfare, want satisfaction, and profits are the three considerations 
underlining the concept known as _____. 




e) None of the above 
1.9 Which of the first four steps of the marketing process asks, “What consumers 
will we serve?” and “How can we best serve targeted customers?” 
a)  Step 1: Understanding the marketplace 
b)   Step 2: Designing the marketing strategy 
c)   Step 3: Constructing the marketing program 
d)   Step 4: Building profitable relationships with     customers 
e) All of the above 
1.10 Which step of the marketing process is the most important? 
a)  Step 1: Understanding the marketplace 
b)   Step 2: Designing the marketing strategy 
c)   Step 3: Constructing the marketing program 
d)   Step 4: Building profitable relationships with customers 
e) None of the above  
 





QUESTION 2                                                                                                       (10 MARKS) 
Answer True or False 
2.1 A good mission statement should be realistic, be specific, fit the market environment, and 
motivate, among other things.  
2.2 Strategic business units (SBUs) are classified as stars, cash cows, cats, or dogs.  
2.3 The purpose of a product’s image statement is to present the product in a clear, distinct, 
and desirable way relative to competing products in the minds of target consumers.  
2.4 The process of evaluating your marketing strategy and taking corrective action to ensure 
those objectives are reached is called marketing control. 
2.5 Managers are correct in thinking that “doing things right” (implementation) is more 
important than “doing the right things” (strategy). 
QUESTION 3                                                                                                        (5 MARKS)  
In one paragraph, discuss what is meant by brand sponsorship in Marketing.                           
 
QUESTION 4                                                                                                       (20 MARKS) 
Outline and critically discuss the elements of demographic segmentation and further discuss 
how they can affect a banking business.                                                                       
 
QUESTION 5                                                                                                      (20 MARKS) 
Outline and critically discuss the elements of the microenvironment and how they can affect a 
bank.  
 
QUESTION 6                                                                                                       (25 MARKS) 
Outline and discuss the elements of promotion mix also discuss the disadvantages and 
advantages of each method.                      
